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The Petro-Canada Experience
A Case Study

Thursday 28 June 2007, 3pm

Stefanie Boyer
HR Co-ordinator, Compensation & Benefits, Petro-Canada

Alexy Armitage
Consultant

Julie Richardson
Client Relationship Director, Capita Share Plan Services

Agenda

• Petro-Canada at a Glance
• Petro-Canada Objectives
• Setting up initial Project Team
• What happens next?
• Implementation Process
• Branded Website Development
• The Plans – UK Share Incentive Plan
• The Plans – Share Purchase Plan
• Plan Launch – Communication
• How successful were we?
• Lessons Learned
• Thoughts for the future
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Petro-Canada at a Glance

• 1975 – Formed as Canadian government-owned oil company
• 1991 – Initial public offering of shares
• 2002 – Acquisition of Veba Oil & Gas – International Operations

UK – 228

The Netherlands – 66

Germany – 39

Libya – 17

Syria – 8

Norway – 6 Algeria –  10

Venezuela -
7

Trinidad – 12

Russia – 2

Canada – 5210

Petro-Canada Objectives

• Align the interests of employees, shareholders &
Petro-Canada
• Increase the feeling of belonging to Petro-Canada

Engage with business strategy
Encourage employee share ownership

• Remain competitive in the UK Oil Industry
• Respond to employee expectation/demand
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Setting up initial Project Team

• Petro-Canada Project Stakeholders Project
Owner in Calgary, Canada
UK:

• Human Resources
Calgary:

• Payroll – system set-up
• Benefits Specialist – policy design
• Benefits Communications – implementation
• Benefits Accounting – contribution processes
• HR Information Services – HR IT

• Appointment of professional advisors

What happens next?

• Discuss proposed terms of plan and effective
ways to implement in each jurisdiction
• Review market competitiveness of the plans
• For UK, prepare Share Incentive Plan (“SIP”)

HMRC Approval Process
• Design UK Share Purchase Plan (“SPP”) 
• Consideration of EU Prospectus Directive
• Complete RFP for Trustee and Administrator
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Implementation Process

• Appointment of plan administrator / trustee
• Review of plan rules by Capita
• Full Project Team meeting 
• Agree roles and responsibilities
• Project timetable
• Proofing of all communication materials
• Document all administration procedures
• Regular conference calls with all team members

Branded Website Development
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Branded Website Development

The Plans – UK Share Incentive Plan

• UK approved SIP established by
  Petro-Canada UK Ltd
• Petro-Canada shares listed
  on the NYSE
• Fractional Shares
• Partnership Shares

Up to £1500 per tax year
Top-ups allowed in March
   each year
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UK Share Incentive Plan

• Matching Shares
One for one
3-year holding period
Forfeiture during first 12

months
• Dividend Shares

Compulsory reinvestment

“Wow- buy
one get one

free! “

The Plans – Share Purchase Plan

• SPP adopted to facilitate acquisition of Petro-
Canada shares by employees
• Review of terms to offer SPP in the UK
• Proposal to extend to The Netherlands and other

Petro-Canada locations
• Cost effective and administratively effective way to

purchase Petro-Canada shares
• Contribute 1% – 5% of basic pay
• Re-investment of dividends
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Plan Launch – Petro-Canada Intranet

• Initial email
briefing

• Follow-up
email with
link to
Benefits
Intranet

Plan Launch – Communication

• Employee presentations in London & Aberdeen
Petro-Canada, Capita and Mercer
Handed out application forms and US tax forms

• Employee grapevine
• Message reinforced by Executive Vice-President

at town hall meetings
• Every opportunity taken to promote internally

Benefit Overview sessions
• Capita helpline
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How successful were we?

• SIP
66% take up in January (Month 1)
74% by tax year-end (Month 3)
All new joiners offered participation

• SPP
Low take-up as expected
Launched in UK
Other Petro-Canada locations

What our employees said

“Petro-Canada’s
benefits
programme is
more generous
than other
companies I
have worked for”

“You’d be
silly not to

sign up, with
1 for 1

matching!”

“Introduction of the SIP
brings Petro-Canada
into line with other oil

companies”
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Lessons Learned

• Impact of time differences
• Market values to be aligned
• Brokerage fees negotiation

Integration of plans
• Ownership of all communication

materials
• Communications meeting plan goals

Tailored for cultural differences
• Review global security requirements

Thoughts for the future

• Promotion to new and existing employees
• Regular review meetings

Capita and Petro-Canada
• Top-up offered in March each year
• Monitor plan take-up
• Ensure competitiveness maintained against

other UK oil companies
• The Netherlands and other Petro-Canada

locations



10

Questions?

Thank you
for your participation

Stefanie Boyer –  stefanie.boyer@petro-canada.com

Alexy Armitage    –  alexy.armitage@googlemail.com

Julie Richardson  –  julie.richardson@capita.co.uk


